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IN BUSINESS EFFICIENCY

Cannot Be Attained niShest Degree of Success
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(.lames B. Morrow in the Philadelphialiecord.)
A brown tract was on every seat inthe parlor car. The train was aexpress between Boston and xtw

York A tall dark-skinn- ed and black-haire- dman, leisurely and robustapeering man, with a half-smil- e on hisface came down the aisle, stoppedglaecd at the title of the tract, look-e-- dpleased and sat down
"Common courtesy," he readfirstparagraph, first page "is the busi-ness of every man who meets the pub-ic in any capacity, be it ever so hum-ble.
"Courtesy so began the second

paragraph, "becomes part of his tradeto be applied in the face of resistance'
the same as it is a part ol the car-
penter's trade to apply a jack-plan- e
on crossgrained wood, knots and evenan occasional nail head."

"An experienced carpenter," thetall man was still reading, "does notset mad and throw his tools out ofthe window when he strikes cross-graine- d

wood he simply reverses theaction of his tool."
The idea in the last clause of thatsentence was cleverly stated and thetall man chuckeled. nftm if v.. iu
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".h, h''s le-- n deiul this 1. ng t;m,'the hack driver answers.
'So Sid is dead and buried,' th ma'muses, putting his thoughts in,, wordas men do in su.-- circutnsi anc s.
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"Railways touch the public rotthrough their presidents, directorsmanagers and share-owner- s. ba
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..wv.j t teacn it and prea.m it,along with the proJitableties.c- - of rom.mon honesty the selfishness I mi -- hisay, of giving every one a square deal
Honesty, in short, is a business pro-position.

"We want an honest carpenter's jobor an honest bricklayer's j. b. Theephrases were once commonly heard insmall villages. The men who did such

Society's Chief Dangers With
Its Abnormal Members
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A Shoemaker Is His Witnos

"The honest shoemaker uses goodleather and thread and presently hehas a house of his own, with flowers
in his front yard and vegetables andfruit trees in his garden. I call in
humble persons as witnesses ,,f thevalue of common honesty, but 1 can
summon bankers and manufacturers
and the testimony will be the same.
You may say that the business wisdom

loan. Work, worry and a dispute with,
his employer, who was his brother,sent him into the street, where he
met a man. He was to meet anotherman in the street of another f'uy iaier
on a man with a big idea he did not
u nderstand.

David Oibsoii began writing experi-mental editorials, for su h w;i the
suggestion be found that day in the

O'.l

greatly amused, he cackles.'
"We can never make the publicbetter by imitating it," the tract saidon page two, and the tall man noddedhis head in affirmation.
"Any man," the tract continued,"who comes in contact with the pub-lic will meet a lot of mean people.
"Nearly all people are mean at

snie time.
"lint
"''W people are mean at all times,"And so on for six beautifully print-

ed leaves. The tall man laid the tract
on the sill of the window and said to
"his companion: "I couldn't improvethe text any, were 1 to try, though this
is the first time I have read it since J

wrote it two years ago."
Taught 1 tail roads Salesmanship
The tall man was David Gibson,

fccientilic salesman, poet, philosopher,
humorist, architect, story-tell- er and
editor of 30 magazines. Originally
the tract was an editorial dealing with
the human problems which are met
by railroad station agents, baggage
masters, ticket sellers, brakemen and
conductors.

You may have- - observed that the
attitude of railway employee toward
the public is very different from what
It used to be. David Gibson, in
larcre nart. is responsible. His edi
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mill'experts," io replied.
i.ih' ift-io- r w e. . . i e t . i . 1 nub t.ir.c.- -

siieeis. oi ms native town. Hut lie
had to much style of his own, too
much poetry, for controversial and ex
positive tasks of that kind So he
turned to sketches, to village scenes
and conversations between uncouth
and whimsical men. That was his

or common honesty is admitted. Yes,
admitted but not always, Yes, admit-
ted but not always accepted. Fur-
ther preachments are necessary.

"Every one nowadays is harping on
the word efficiency. 'Speed up' is the
cry along the whole line. New ma-
chinery is invented and put to work.
New methods are adopted. And all the
while the fundamentals of success are
overlooked by many business men. A
thing is made. The next task is to sell

work in Cleveland when prosperitycame rapping at his door.
"A machine, and stamping com

pany, he told me. and from now on
ward the story will be his own. "mak-
ing parts for other manufacturers, had

ards. etc, has ,b-:sc- a plan for get-
ting at t'ne very babies, through m.h.
stations, baby clinics. ic, and ih,.s f
looking- over the . ; t ' s h am an m.i. taai
before it e l; reaches s b d.
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"Proper early study of our popula-
tion would give av advance . nfrol ..f
two-thir- ds of our . luminals. ihr--fourth- s

of our pa up-- i -- . p-ej- i.
of mir prostitutes, and a Ir. r g. prop.u-tio- n

of our inebriates. That would
tfo- - most aluable sott t.t pi . nt,iti
work, both for them and f-- r .'yat large.

More I'olb ciiicn Than Criminal-- .

printed two issues of a little four-pag- e

magaziiu a house organ, as it
was called. An advertising solicitor
who was doing the work halted me
in the street one morning and asked
me to take the job off his hands.

His "Boss (iavc Him $20
"The copy for the third issue of

the magazine was turned over to me.

. piar. nas ie-- n u v.se.: t, t...
of whicfi, through

torial has been reprinted by every
large railroad corporation in the
United States but one. It has done
so much good among railroad men
themselves that it is now given to
travelers, the theory being that cour-
tesy is reciprocally profitable and

obligatory.
"The doctrine of non-resistanc- e" is

what David Gibson calls his scheme
of getting along happily with the hu-

man family. Getting along happily.
In David Gibson's scheme of life, is
the selling of things, easily and profit-
ably, to the human family such
Things as transportation, groceries, dry
fronds and so forth. Monopoly, he
Kays, has been combative, arrogant
and unintelligent. Meanwhile it has
been blind to its own permanent in-

terests.
"Mrs. ralmer,' 'he told me, in his

drawling, winning way. "boards the
train at the railway station in her vil-

lage. Along comes the conductor, by
find by. lie is a sour, little man, with
a mustache like a lion tamer's and
eyeglasses on the end of his nose. He
insults Mrs. Palmer, snaps at her and
wiarls. and Mrs. Palmer goes home
and injects hate for railroads into the
hearts of all her boys. The boys grow

tween the Hoard of Health, a cim;'of a certain wan! might b taken. wi;h
the object of finding "Ut lew mu ;i
of human misery and wrongdoing .s
due to heredity and how inu n t..

V don't even know h..w
many unfits are amoi:g ;r

it. Here is where enterprises fre-
quently fail. In the first place, too
much is claimed. That is not com-
mon honesty and it is mighty bad
salesmanship. Poor material is an
unseen place is not common honesty.
Moreover, the efficiency of machinery,
methods and management, paid for at
a high price, boasted about, in fact,
becomes futile unless it is combined
with courtesy, which may be defined
as the common sense of human rela-tion- s.

'A thing is made, I have said, and
m'ade with mechanical and financial
precision and sagacity. The work is
only half done, however, because the
thing must now be disposed of to the
public. I have spoken of common
honesty and courtesy in the great
achievements of salesmanship. There
is a.nother essential personality.

"When T was an architect's office
boy in Indianapolis I noticed that
Walter Kelly, who sold steam-heatin- g

furnaces for houses and large
buildings, could always get into the
presence of my employer. The door
flew open when he knocked. Walter
Ivelly's furnaces were no better than
some others, but Walter Kelly never
had any difficulty in doing business.
Mv boss would talk to him by the
hour. Contractors invited him home
for dinner.

"Walter Kelly was an interesting,
cheerful man. He knew what was go- -

I carried it home and rewrote it.
slipping a paragraph in here and
there which I thought might be inter-
esting to business men. Wln-- n I re-
turned the copy to the manager of
the stamping company, he read it
through, made some vocal sign that it
was satisfactory and handed no- - a
check for If 20. I had felt him with
the paragraphs and meant to give him
m ore.

"Salesmanship. a,s T could see, when
I thought the subject over, depends
pretty largely on presonalitv I tried,
therefore, to put personality in the
next issue of the magazine. My ob-

ject was to give business men. to whom
the magazine was sent without cost
to themselves something they would
like to read, keeping such matter se-

parate from the advertisements. Once
a salesman, whether he purposes to
make his appeal in person or by the
written word, gets directly to the buy-
er, obtains his notice, in either words,
it is his fault if no bargain ihm or
later follows.
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elfAnH einf one's man is the first es
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salesmanship. Walter Kelly was the
ooint of contact between the word

conductors and fresh ticket ageing
have cost the stockholders who em-

ploy them hundreds of thousands of

dollars.
"Mr. So and So wants to go from

Here to There." .and David Gibson
marked the stations on the top of
desk with his middle finger. The
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'Take our line or hoof it.
That's the attitude. Such salesman-

ship is a crime against civilization.
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therefore to the greatest value to ad-

vertisers. If they contain d nothing
but advertisements they would not be
read, though they were given away
for nothing and even left on one's
doorstep. Kight pages weie adud to
the magazine at the fourth issu tiie
second issue uiub-- r my editorial man-
agement. I filb'd the additional space
with two-lin- e paragraphs and short
editorials on business subjects.

"Common honesty, then said, was
the one sure road to financial success.
I now own and edit 3j magazines, rep-
resenting 20 of the largest business
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"I would therefore adis- - all

"The railroads were a long time
finding out some of them havent
found it out yet that it i. K?d J":
ness to treat every farmer
back on either side of the right of wa
as a neighbor. I know a public ser-

vice 'corporation that has actually
made "a conservativ e and large city m

socialistic. If we hartthe Middle West
a foolkiller in this country he would
have more than he could do among
what are called our best classes.

"Merchants, large ones. at an
rate." David Gibson continued, learn-
ed long ago that in an ordinary dis-

pute tiie customer is always rignt. i
was in a New York department store
recently when I heard a woman say.
I bought a coffee pot of you for CO

cents. Tt should have been delivered
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sult them more they would not have
need to consult their lawyers so much.

"The gas company in Boston has
actucllv become a popular corporation.
Its president once sold tobacco on the
road. Salesmanship is no longer just
'putting one over' on the buyers. It is
a profession, though many amateurs
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ar..' ' a- -detail of life and argue ;t on the
ground that it pays in dollars and
cents. Business men should not be-
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